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This presentation contains “forward-looking statements” within the meaning of the Private Securities Litigation Reform Act of 1995, including, but not
limited to, statements regarding (a) our plans and objectives for existing and future project development and construction; (b) our technological
evolution and research and development activities; (c) worldwide and regional product demand and solar market forecasts, including forecasts as they
relate to regulatory and public policy developments; (d) estimates regarding the future performance and reliability of our products; (e) financial
guidance for 2019 and onward; (f) reducing costs and expenses; (g) generating free cash flow; (h) managing working capital; (i) residential leasing; (j)
project development and construction; and (k) securing financing for our residential lease program and other projects. These forward-looking
statements are based on our current assumptions, expectations and beliefs and involve substantial risks and uncertainties that may cause results,
performance or achievement to materially differ from those expressed or implied by these forward-looking statements. Factors that could cause or
contribute to such differences include, but are not limited to: (1) competition in the solar and general energy industry and downward pressure on selling
prices and wholesale energy pricing; (2) our liquidity, substantial indebtedness, and ability to obtain additional financing for our projects and customers;
(3) changes in public policy, including ongoing uncertainties with the imposition of tariffs pursuant to the Section 201 trade action; (4) regulatory
changes and the availability of economic incentives promoting use of solar energy; (5) challenges inherent in constructing certain of our large projects;
(6) the success of our ongoing research and development efforts and our ability to commercialize new products and services, including products and
services developed through strategic partnerships; (7) fluctuations in our operating results; (8) appropriately sizing our manufacturing capacity and
containing manufacturing and logistics difficulties that could arise; (9) challenges managing our joint ventures and partnerships; (10) fluctuations or
declines in the performance of our solar panels and other products and solutions; and (11) our ability to successfully drive actions to meet our cost
reduction targets, reduce capital expenditures, and implement our restructuring plan and associated initiatives, including plans to sell projects, monetize
assets, and streamline our business and focus. A detailed discussion of these factors and other risks that affect our business is included in filings we make
with the Securities and Exchange Commission (SEC) from time to time, including our most recent report on Form 10-K, particularly under the heading
“Risk Factors.” Copies of these filings are available online from the SEC or on the SEC Filings section of our Investor Relations website at
investors.sunpower.com. All forward-looking statements in this presentation are based on information currently available to us, and we assume no
obligation to update these forward-looking statements in light of new information or future events.

Safe Harbor
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Integrated Marketing helps 
you avoid this…

…and do more of this.



What is Integrated Marketing?

Put simply: using multiple tactics (or 

channels) to reach your audience with a 

consistent message. 
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The Proof1

• Nurtured leads produce, on average, a 20% increase in sales opportunities versus non-

nurtured leads. (Demand Gen Report)

• According to Forrester Research, companies that excel at lead nurturing generate 50% more sales 

leads at 33% lower cost per lead. 

• Gleanster reports that using lead nurturing showed that 15-20% of the "not yet ready to 

purchase" opportunities converted into sales.

• Lead nurturing emails get 4-10 times the response rate compared to standalone email blasts. 

(DemandGen Report)

• Nurtured leads makes 47% larger purchases than non-nurtured leads. (The Annuitas Group)

1 Rothman, D. (2015). The Definitive Guide to Lead Nurturing, 2nd edition. (Marketo). Retrieved from www.marketo.com



Core Principles



7Confidential | © 2019 SunPower Corporation   | 

Use Integrated Marketing to Maximize Lead Quantity and Quality

Email

Events

PR & Social

Referral 
Program

Direct Mail

Targeted 
Advertising

Outbound 
Calling

Networking
& Affiliations

Utilize multiple marketing tactics to:

• Extend reach and find prospects 
where they are

• Increase frequency, improve 
efficiency & lead value

• Improve conversion rates
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Foundational Tools for Success

• Prospect & Sales Database

• Email Marketing Service

• Social Channels

• Your Website is your calling card

–Keep updated, feature your portfolio, customer testimonials

• Content Machine

–Email, case studies, sales materials, PR, etc.

–Use/repurpose a single piece of content in multiple channels

Tip: 
Get 'plug and play' content from the 

SunPower Business Feed

http://businessfeed.sunpower.com/
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Six Steps for Running a Successful Integrated Campaign

Identify high-potential, 
reachable target markets.2

3
Develop a marketing 
outreach strategy based 
on audience habits.

1
Define your business 
objectives and budget.

Execute according to 
plan and timeline.5

6
Evaluate results, and 
identify areas for 
improvement.

4
Create marketing assets 
with consistent messaging 
and a compelling offer. 



Customer Journey: Deep Dive 
into B2B Customer Acquisition
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Manage the Funnel: Generating & Nurturing Your Leads

Provide Relevant Content

Build a Multi-Channel Contact Strategy

Prioritize Spend and Effort Where it Counts

Cold contacts from 

lists, events, site
Cold

Hot
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Contacts showing 

interest, but not yet 

Sales Ready

Leads ready to talk 

or buy now

EducateEngage

PersuadeEngage
Warm

Sales

Sample Tactics

Social, Digital, Ads

Email, direct mail, social, digital

+ Outbound phone

+ Inside Sales/Outbound phone

Sales communications
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Mapping Content to the Buyer’s Journey – Example 

Why solar / Is it 
right for my biz?

The Real Financial 
Benefits of 
Commercial Solar

Leverage case 
studies; choose 
relevant ones for 
industry

ROI/Financing

How to Determine 
the Right Funding 
Mechanism for 
Commercial Solar

Infographic: Four 
Ways to Pay for 
Commercial Solar

How to evaluate / 
Why SunPower

Four Things to 
Consider when 
Evaluating Solar 
Panels

Investigating how 
to go solar? Expect 
solar companies 
to ask you these 7 
questions

Why SunPower 
now – How?

Your Ideal Energy 
Partner

Leverage case 
studies; choose 
relevant ones for 
industry

Why solar / How it 
works

Top 5 FAQs 
Businesses Want to 
Know about Solar

Video: Three Types 
of Onsite 
Commercial Solar 
Installations

How Sustainability 
in Business can 
improve your Brand 
Reputation—and 
Bottom Line

Why & How to buy?Why SunPower?How will it help my 
business?

Why Solar?

Awareness Consideration Preference Purchase

Content Objective:

Topics:

Funnel Stage:

Engage & create interest Establish credibility & build trust Persuade & convince Validate & close 

For more content ideas, check the SunPower Business Feed.

How to pay for it/ 
ROI

Tactics:
Email

Social

Outbound Calls

Sales engagement

http://businessfeed.sunpower.com/business-feed/the-real-financial-benefits-of-commercial-solar
https://us.sunpower.com/commercial-solar/case-studies/
http://businessfeed.sunpower.com/business-feed/determine-method-commercial-solar-financing
http://businessfeed.sunpower.com/financials/how-to-pay-for-commercial-solar-infographic
http://businessfeed.sunpower.com/products-and-technology/find-best-commercial-system-comparing-solar-panel-efficiency
http://businessfeed.sunpower.com/business-feed/7-questions-to-answer-when-investigating-how-to-go-solar
https://us.sunpower.com/why-sunpower/solar-energy-solutions-partner/
https://us.sunpower.com/commercial-solar/case-studies/
http://businessfeed.sunpower.com/business-feed/top-5-faqs-businesses-want-to-know-about-solar
http://businessfeed.sunpower.com/products-and-technology/3-types-onsite-commercial-solar-installations
http://businessfeed.sunpower.com/top-rated-content/sustainability-in-business-improves-reputation-bottom-line
http://businessfeed.sunpower.com/
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Awareness: Engage and Create Interest

"Why should my 
business go solar?"

• Motivational 
examples

• Benefits of solar
• High level 

information

"Wow! I'm interested. 
Tell me more."

Email, Social Blog Case Study
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Consideration: Establish Credibility & Build Trust

"How can I trust that 
it will help my 
business?"

• Testimonials
• Financial Education
• Vertical Focus
• Continuous, Useful

Information

"Show me how."

Landing Page
Case Study

Infographic
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Preference: Persuade & Convince

"What's the right 
technology? Who's 
the best partner?"

• SunPower
• Financial Education
• Vertical Focus
• Continuous, Useful

Information

"Show me how."

Help them understand
Explainer Video

Technology 
Differentiation

Your 
Experience & 

Expertise

SunPower 
Experience 
& Expertise
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Purchase: Validate & Close

"How can we share 
the news?"

• Press Release
• Social
• Case Study
• Video

"This is earning me 
more business!"
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Remember, Content that Informs, Sells

A variety of content will appeal to your 
prospects, depending on their place in the 
customer journey and their learning style:

• Email Marketing

• Social Media Posts

• Case Studies & Testimonials

• Informational Videos

• Infographics

• Press Releases

• Blog Posts

• Landing Pages
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Marketing Metrics

Measuring campaign performance over time involves combining results from 
multiple sources. Resist the urge to judge a campaign by a single tactic.

Campaign messages can reach a target through multiple channels. 
How can you determine which one(s) resonated?

Marketing Automation Google Analytics CRM

Content Engagement 
by tactic, audience

Website Performance
-Paid vs. Organic traffic
-Best performing pages
-Bounce rates

Marketing Qualified 
Leads

Conversion Rates to CTA / 
Website

Website 
Conversion Rates

Sales Qualified Leads

Pro Formula:

Attributable 
Revenue 

%
Campaign 

Investment 
= 

ROI



Example Campaign
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Integrated Campaign Example: Auto Dealerships

• Campaign: A national program to help auto dealers save money and increase 
profitability

• Audience: Auto Dealer Principals and GMs

• Influencers: State and local auto trade associations, trade publications, manufacturers

• Goals:

1. Drive thought leadership & educate decision makers (why solar, why SunPower, why now)

2. Build buzz among the press and auto industry about the campaign

3. Generate earned media

4. Generate leads for Gold & Silver Dealers
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Auto Dealership Landing Page

Content on the Auto Dealership 
landing page features:

• Customer video
• Case studies
• FAQ for Auto
• Finance for Auto
• Solar for Auto Brochure
• Links to ITC, products, etc.
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Auto Dealership Campaign

• Create Marketing 
& Sales Content

• Prospect Database

Multi-month 
Email 
Campaign

Outbound Calling to Prospect Database

…and Events, 
Webinars, Trade 

Associations

…in tandem 
with targeted 
Social Media

Sales Follow 
up with 

Prospects

PROPOSAL

CO-SELL

WIN!

Analyze 
Metrics, Adjust 

& Improve
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P r o s p e c t  >  L e a d  >  O p p o r t u n i t y  >  W i n



SunPower Marketing 
Resources
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SunPower Resources to Help You

1 2

43



Thank You

Let’s change the way our world is powered.
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